This study empirically examines the effects of medical tourists' experience of the decision-making process through a patient's prior, actual, and post experience after having received the medical services. The research model and associated hypotheses were tested using a structural equation modeling based on data collected from 188 medical tourists who received care in Busan, South Korea. The findings of the study indicate that patients' experience in medical tourism pre-search (reputation, searching information, and communication) has a partially positive effect on their experience (costs, care quality, and supporting system and/or information) and patients' current experience during the medical tour process has a positive effect on post-experience (relationship building, recommendation, and feedback). The results of this study provide new insights about how key players (e.g., hospitals, medical travel agencies, hotels, and the medical tourists themselves) in medical tourism can effectively help managers identify medical tourists' needs based on the decisionmaking process of prior, current, and post-experience of medical tourists.
addition to seeking medical treatment, maintenance, and recovery. Increased promotions of a wide range of one-stop medical services and advancements in medical technology have made traveling for treatment a rather convenient and attractive prospect for medical tourists [2, 5, 6] . Information retrieval for overseas medical care is one of the components in the decision-making process for medical tourism [6] . The quality of medical services and expertise of institutions in other countries may also be important factors since they influence patients' access to medical information [1] . Therefore, the industry should extend greater efforts in this area to attract more patients.
Medical services create value-generating activities through an effective interaction of human resources (service providers and recipients), processes, technologies, and/or material resources. Interaction activities reflect consumer needs, and these activities can lead to improvements in medical services delivery [1, [7] [8] [9] . Therefore, the interaction at each service encounter is very important. Also, patient experience upon receiving medical services will influence future decision-making of patients, as has been shown in previous studies on the importance of experience [10, 11] . The customer experience consists of multiple independent service encounters throughout the exchange process [11] . As a matter of fact, customer experience is becoming significantly more important as itself has become the target customer, and ideas proposed by customers can generate a value proposition, which can lead to a newer and improved revenue model [12, 13] .
Patients' evaluation of a hospital's medical services is based on his/her own experience or others' recommendation influences not just the local population but also potential customers from overseas [14] . Ofir and Simonson [15] suggested that customer brand perceptions through purchase evaluations of experience have a significant effect on the customer's experience. Thus, to obtain favorable customer reviews, healthcare organizations provide patient-oriented medical services mainly by interacting with their patients at each service encounter. This is why it is imperative to build processes that focus on delivering better, customer-oriented medical services for positive customer experience.
A process is a set of activities for creating value for the customer through inputprocess-output, so the process can vary depending on the requirements of the customer. Medical services are provided only when patients and medical staff meet in a service encounter. Therefore, various processes can be set up depending on the type and severity of the disease and the patient's health condition. A more comprehensive approach may be needed as patient outcomes are a result of not just one process but a combination of processes before, during, and after the overall process of medical service. While customers search healthcare providers before their visit, their revisit intention is dependent on the institutions' care processes and outcomes [9, 11] . However, due to the nature of medical care, patients may not be able to easily switch medical institutions, their experience will nevertheless have a direct or indirect bearing on other prospective patients' decisions [9] .
While previous studies already have and continue to examine the importance of experience, they have focused largely on customer experience from arrival to departure rather than comprehensive processes [1, 3, 6, 10, 13] . As such, it is necessary to take a more holistic approach to studying customer experience through before, during, and after service provision. This study focuses on the decision-making process in customer experience. More specifically, it aims to examine the patient's pre-experience of researching medical services abroad, the actual experience during their trip, and the post-experience after having received the medical services.
This study thus attempts to answer the following two basic research questions: (1) Does the experience of those who pre-searched for medical tourism impact their current experience in medical tourism? (2) Does patients' experience during medical tour impact post-experience? A research model is proposed to answer these questions. The result of the study is expected to contribute to both theory and practice of medical tourism regarding customer experience through the decision-making process of prior, current, and post medical tours.
The rest of the paper is organized as follows: Section "Review of relevant literature" reviews relevant literature and proposes conceptual development, section "Research methodology" develops the hypotheses; section "Results" presents the research methodology is presented, section "Discussion and conclusions" reports the results of analysis and concludes the study by articulating the results, implications, and limitations of the study, and future research needs.
Review of relevant literature

Medical tourism
The definition of medical tourism varies among researchers depending on the choice of place and location (domestic or foreign) of medical tourism, the method and procedure applied, application, and/or processes. Generally, it is referred to as tourism activities related to medical treatments or activities to improve tourists' well-being. The Medical Tourism Association [16] defines medical tourism as "where people who live in one country travel to another country to receive medical, dental and surgical care while at the same time receiving equal to or greater care than they would have in their own country, and are traveling for medical care because of affordability, better access to care or a higher level of quality of care." Wongkit and Mckercher [17] defined medical tourism as "the travel of people to specific destinations to seek medical help that forms the primary purpose of their trip."
The Tourism Research and Marketing [18] presented treatment of illnesses, enhancement/cosmetic surgery, wellness, and fertility-related treatments as types of medical tourism. Lunt et al. [19] described the range of treatments in the medical tourism sector, focusing mainly on the common factors suggested in many previous studies: "cosmetic surgery (breast, face, liposuction); dentistry (cosmetic and reconstruction); cardiology/cardiac surgery (bypass, valve replacement); orthopedic surgery (hip replacement, resurfacing, knee replacement, joint surgery); bariatric surgery (gastric bypass, gastric banding); fertility/reproductive system (IVF, gender reassignment); organ, cell and tissue transplantation (organ transplantation; stem cell); eye surgery and diagnostics and check-ups."
The quality of medical services is one of the factors that potential customers consider most important [18] . This implies that the quality of medical service and its costs are the most important influencers in their decision on the destination for their medical tourism [20] . Lunt et al. [19] emphasized that customers should be informed of the potential benefits of medical tourism regarding credible evidence of quality care and safety of their stay. In particular, when compared to other service industries, where word-of-mouth plays a big role, the medical industry is relatively slow in adopting a business model focused on customer satisfaction. With the right focus on quality and outcomes of the medical service processes, including customer interaction with service providers, healthcare organizations should try to improve patient satisfaction. This will have a positive effect on attracting potential future customers, thus promoting medical tourism [21] .
Ehrbeck et al. [22] suggested five factors that promote medical tourism through a survey of 49,980 patients: most advanced technology (40%), better-quality care for medically necessary procedures (32%), quicker access to medically necessary procedures (15%), lower-cost care for medically necessary procedures (9%), and lower-cost care for discretionary procedures (4%). Crook et al. [23] presented the following as the most frequently discussed topics on patient experience: (1) decision-making (e.g., push-and-pull factors that shape patients' decisions); (2) motivations (e.g., procedure, costs, and travel-based factors motivating patients to seek care abroad); (3) risks (e.g., health and travel risks); and (4) first-hand accounts (e.g., patients' experiential accounts of having gone abroad for medical care). Thus, we consider combining the factors suggested by Ehrbeck et al. [22] and Crook et al. [23] to devise new strategic measures for medical tourism.
Few potential medical tourists are aware of what products or services are available through medical tourism. Some may have misconceptions and fear of various situations, including anxiety about traveling possible dangers, culture shock, and language barriers. In addition, it is very difficult for medical tourists to search for healthcare providers with accurate information in different countries individually for the treatment of diseases and for finding relevant wellness/sightseeing information.
In general, unlike making a decision to buy commercial products or services, the decision-making process for medical tourism is very complicated as it also involves emotional aspects that lead to multidimensional behaviors [24] . A variety of factors can affect decision-making of medical tourism because it influences not only physical (medical services) but also mental (tour) health conditions during and after activities [22, 23] .
Medical tourism advertisements tend to focus too much on treatment results and outcomes rather than quality improvements and safety [25] . When customers base their decisions on over-or underestimated advertisements, there tends to be a gap between the expected and actual outcomes. The increasing media interest in medical tourism has made it popular on a global platform, and today, we can obtain information on medical tourism destinations through various channels, including newspapers, magazines, radio, and television programs [25] . Online marketing efforts via web help publicize medical tourism [26, 27] . Ormond and Sothern [28] analyzed five medical tourism guide books and found that a common factor among the books was to encourage potential customers to tour rather than introduce destinations and international choices for medical services. Thus, a sufficient preliminary investigation in advance is necessary for medical tourism. Customers can make the final decision through proper search of a variety of information and comparing them with services offered by providers in other regions or countries. It is suggested that a synergistic approach is more effective when it is done in a comprehensive way than in a piecemeal information survey [29] .
Medical services comprise those put into the service (patients and medical staff ), organization (service providers, service or products), treatment procedures, and outcomes [30] . As each process generates activities for medical treatment through interaction with patients, Lee [12] divided the process of value creation into preprocessing, responding process, and resulting processes. The preprocessing refers to a set of preparative activities in advance of care services, the responding process as the one to respond to interactions during treatment, and the resulting processes as related to the prevention and outcome of disease. Thus, sufficient information should be provided to customers about the entire process rather than at the time of experiencing each process. Once customers achieve their goal of getting the desired outcome, they will go back home and may come back for further treatments for better quality of life or wellness (repurchase or any positive activities) or the other way around (negative activities). Customers make their decisions based on what they searched before selecting the destination. It means that they would first experience medical tourism through Googling; feedback from colleagues, friends, or family; or direct communication with the hospital.
Medical tourism is a major decision problem for the patient; it is much more involved than deciding to visit a local healthcare provider. The customer's experience of medical tourism is the main factor that influences his/her satisfaction which in turn would influence revisit intention. Thus, it should be a major strategic priority for medical tourism hospitals and their administrators to develop a system that can provide positive experience to customers. Many tourism hospitals have a one-stop service system for their customers that may include such services as government documents (visa service), transportation (air flight reservations, airport pickup, shuttle service, etc.), language help, local hotel reservations, insurance processing, financial arrangements, local tour attractions, and the like. For example, Bumrungrad Hospital in Bangkok, Thailand, which is ranked ninth in the top ten hospitals in the world, provides a very efficient one-stop service to foreign customers (VIP airport transfers, interpreters, concierge services, embassy assistance, international insurance arrangements, and medical coordinators, see http://www.bangkok.com/hospitals-private-hospitals.htm).
Experience of customers
Since customers' overall satisfaction may be subjective, recent studies have emphasized the importance of customer experience and strategic approaches to improve the quality of medical services [12] .
Merlino and Raman ( [31] , p.113) suggested that patient experience is a strategic priority and provided a broad definition: "The patient experience was everyone and everything people encountered from the time they decided to go to the clinic until they were discharged." Meyer and Schwager ( [7] , p.118) defined customer experience as "the internal and subjective response customers have to any direct or indirect contact with a company", and De Keyser et al. ([8] , p.23) also suggested customer experience as "comprised of the cognitive, emotional, physical, sensorial, spiritual, and social elements." These definitions imply that patient experience includes cognitive activities (e.g., checking reputation and searching other relevant information) before going to the hospital to the post-discharge behaviors (e.g., recommendation and feedback) with patient's own emotional and subjective judgments.
In particular, medical tourism needs to be investigated thoroughly prior to the travel, because it focuses not only on information of medical institutions but also on the region or country where they will receive treatment. New advanced technologies can earn positive reviews from consumers and succeed only if they are unique in terms of their functions, convenience, and attractiveness. The positive images created from this could generate favorable responses from customers as they make comparisons based on actual use or indirect experience. In other words, customers' direct or indirect experiences can affect their future repurchase intention.
The direct and indirect experience gained during the preliminary investigation will affect the process of receiving the actual medical service [12] . Further, if the gap between expectation and reality increases, there will be a decline in satisfaction. It will also affect revisit intention. In addition, since the medical services provided to patients with various diagnoses and administration services that are multidimensional, it is difficult to directly measure patient experience. As customer satisfaction might be improved based on their experience, customer satisfaction should also be included in the behavior of the customers' preparation before arriving at the destination [12] .
Verhoef et al. [11] suggested customer experience as "the total experience, including the search, purchase, consumption, and after-sale phases of the experience." The prior experience occurs before purchase and consumption, and the purchase and consumption represents current experience, and after-sale/consumption experience represents post-experience. Therefore, in this study, the patient experience in medical tourism can be divided into prior experience for deciding on medical tourism, current experience during the treatment and/or medical tour, and post-experience after treatment and/or tour.
The prior experience includes the direct or indirect experience of customers during various activities before actually experiencing the main service, medical tourism. Patients can search various information, such as reputation, specialized treatment, and interesting tour destinations, directly or indirectly before choosing a hospital for the best possible treatment and service. Since the customer's decision-making is based on a thorough prior investigation [7] , sufficient communication with the customer is necessary. Patients can of course directly consult with the medical staff or service personnel of a hospital via video chatting (e. g., Skype or FaceTime) or telephone. In this study, the prior experience was categorized into checking reputation, searching information, and communication.
Through prior experience, customers make their final decisions for medical tourism, receive actual medical services, and have various other experiences. They are involved in direct communication with service providers, direct engagement in the service provision processes, and witnessing a gap between what they expected and the service actually received. Therefore, the current experience in this study refers to customer experience while engaging in various activities at the hospital, including interaction with service providers or other customers, use of information and comminutions technology (ICT), and enjoying the service environment. The current experience was categorized into checking costs, care quality, and supporting system and other relevant information.
Customers come to evaluate their own experience based on expectations, current experience, and other activities. Their experiences may generate either positive or negative impact on others. From the customers' perspective, the post-experience influences the intention to repurchase or has a positive word-of-mouth. Service providers, on the other hand, may search for new ways to retain customers and improve their satisfaction through their post-experience (i.e., surveys or social networking). Sridhar and Srinivasan [32] suggested that the reviews customers read in advance actually influence purchase intention or encourage them to share their own feedback online after purchase and encouraged organizations to work hard to create positive customer experiences for "leaving good memories." Thus, the post-experience of customers extends the processes continuously as it affects their prior, current, and post experience [10] . Consequently, the post-experience in this study refers to experiences that will influence patients' decision on what to do after service provision. The post-experience includes relationship building, recommendation, and feedback.
As discussed earlier, decision-making for medical tourism can be determined with a variety of patient experiences. Thus, this study examines the effects of experience of medical tourists on the decision-making process. The proposed research model is shown in Fig. 1 .
Methods
Hypotheses development
Prior and current experience
As it is difficult to set clear standards on hospital selection, which is the most critical factor of medical tourism, and vacation spots, most patients make decisions based on their own experience, information technology, and prior patients' feedback [10] . In recent years, with the advent of smart devices and ICT, both patients and providers can access the information they want directly or indirectly and can easily make their own decisions. The decision process is also influenced by the changing business environment as well as purchase patterns of patients [33, 34] .
Hospital reputation is an important factor in patients' decision-making [18] . Ferguson et al. [35] argued that medical service providers can enforce patient loyalty and maximize word-of-mouth effect efficiently. Based on a study of hospitals in Taiwan, Cheng et al. [36] suggested that recommendations made by patients form an important factor in attracting patients for medical tourism. Therefore, recommendations from family, friends, or colleagues become a critical factor in hospital selection [36] .
Prior experience begins with customers searching for, reviewing information, or asking someone about key services. Many customers seek information from online reviews, asking medical staff questions, or going through onboarding processes [10] . For instance, in prior experience, a customer may communicate with physicians by filling out documents before making an appointment, review information about hotels in the destination area, or use a Twitter before the trip. As mentioned above, current experience includes experiences during service delivery through meeting physicians, using hospital facilities, staying at a hotel, or visiting tourist attractions in the selected region [10, 37, 38] . Patients' positive or negative perceptions are based on the quality of service they received at the hospital. They come to build these positive or negative images after comparing their expectations with what they actually experienced at the selected hospital at the time of getting the medical treatment. Since medical services are delivered through interaction between patients and physicians, patients show mixed responses depending on the kind of services they received at the hospital. Such variations in response result in from the gap between what they expected based on prior experience and their evaluation of the actual services, which will ultimately affect their future decision [12] . Therefore, prior experience should be considered to have an effect on current experience. The following hypothesis is proposed.
Hypothesis 1: Patients' experience in medical tourism pre-search has a positive effect on their current experience. H1-1: Reputation gained through the prior experience of a hospital has a positive effect on costs related with medical tourism. H1-2: Reputation gained through the prior experience has a positive effect on care quality. H1-3: Reputation gained through the prior experience has a positive effect on supporting system and/or information. H1-4: Searching information gained through the prior experience has a positive effect on costs related with medical tourism. H1-5: Searching information gained through the prior experience has a positive effect on care quality. H1-6: Searching information gained through the prior experience has a positive effect on supporting system and/or information. H1-7: Communication gained through the prior experience has a positive effect on costs related with medical tourism. H1-8: Communication gained through the prior experience has a positive effect on care quality. H1-9: Communication gained through the prior experience has a positive effect on supporting system and/or information.
Current and post experience
When a customer chooses a service through the evaluation of available information or word-of-mouth and dissatisfied with the service received, he/she may switch to another service provider. Even though patients themselves may not be able to change hospitals easily, owing to the nature of the medical service, their dissatisfaction can have a direct or indirect effect on others. For instance, patient "A" was discharged from hospital "B" after undergoing a surgery. Even if patient A is not satisfied with hospital B, he/she may be compelled to visit hospital B for a follow-up service. However, patient A may discourage potential patients from visiting hospital B through negative word-of-mouth based on his/her own experience. Therefore, to provide medical services with positive effects on other patients, hospital should recognize that the patient has selected a particular hospital after carefully considering and searching hospitals directly or indirectly. Especially, patients choose hospitals for medical tourism abroad because they are not satisfied with their current care providers. Consequently, provision of diverse and accurate information is necessary for medical tourism [2, 3] .
Previous studies suggest that patients make decision based on their cognitions about something ➔ evaluation and emotions ➔ acting for outcomes [10] . de al Hoz-Correa et al. ([2] , p.208) pointed out that the key factor to be considered by the medical tourism industry in the future should be the "consequences of commodification in healthcare pressures for privatization of health in departure and host countries." This means that hospitals should take measures for more effective communication and provide adequate explanations during the medical treatment and try to relieve patient dissatisfaction by offering follow-up options. In addition, hospitals should offer patients guidance regarding medical insurance before treatment so as to prevent any conflict after the treatment. Therefore, medical tourism hospitals should provide all the pertinent information to potential patients so that they can make intelligent decisions in selecting the best hospital for their unique needs with quality care and positive experience. By doing so, they can create positive outcomes. Such activities could encourage patients to have positive experiences, share their satisfaction with others, and make more visits in the future.
Revisit intention is based on patients' overall experience of the service, which will influence their future decisions. Polluste et al. [39] stated that revisit intention can be positively influenced by respecting and reflecting patient demands and opinions, and striving to improve patient experience through direct interaction with patients. Therefore, the current experience during treatment or at a tourism spot influences post-experience and encourages multiple visits and positive word-of-mouth effects [40] . Thus, the following hypothesis is suggested.
Hypothesis 2: Patients' current experience during the medical tour process has a positive effect on post-experience.
H2-1: Costs related with medical tourism gained through the patients' current experience has a positive effect on relationship building. H2-2: Costs related with medical tourism gained through the patients' current experience has a positive effect on recommendation. H2-3: Costs related with medical tourism gained through the current experience has a positive effect on feedback. H2-4: Care quality gained through the current experience has a positive effect on relationship building. H2-5: Care quality gained through the current experience has a positive effect on recommendation. H2-6: Care quality gained through the current experience has a positive effect on feedback. H2-7: Supporting system and/or information gained through the current experience has a positive effect on relationship building. H2-8: Supporting system and/or information gained through the current experience has a positive effect on recommendation. H2-9: Supporting system and/or information gained through the current experience has a positive effect on feedback.
Data collection
Data was collected from medical tourists who were in stable enough conditions for this survey and were willing to participate. Hospitals in this survey participated on a voluntary basis. The main reason for using this sampling approach was that South Korea represents a major country with highly skilled professionals, advanced medical devices, and well-established infrastructures for medical tourism [5] . The target population of this study was the international medical tourists traveling to seeking medical services in selected hospitals in Busan, South Korea during April 2018-May 2018. The researcher was assisted by the hospitals' administration team, and the hospital staff assisted in finding medical tourists at the time of research and provided the responses to the researcher. A survey questionnaire was developed using the double translation protocol [41] . The questionnaire was developed in English first and then translated into Korean by two bilingual operations management faculty in Korea. The Korean version was translated back into English by two American operations management experts who are also bilingual. The two English versions of the questionnaire had no significant difference.
The initial questionnaire was tested in a pilot survey involving 30 participating medical tourists in a Korean hospital. The reasons for this pilot test were to ensure the participating medical tourists clearly and fully understood the questionnaire items. After the pilot study, the number of measurement items of each variable was reduced as some items suggested by managers were difficult to measure precisely. The final questionnaire is shown in Table 1 and provides the measurement items for prior, current, and post experience of medical tourists.
To collect data, we were helped by the medical staff and medical consultants since patients were from various countries (Japan, China, Russia, Mongolia, and others) and the participating hospitals in this study were all medical tourism hospitals. Out of 500 questionnaires that were distributed to medical tourists, subsequently, 188 (37.6%) responses returned useable questionnaires. The respondents' demographics and their hospitals' characteristics are summarized in Table 2 .
As shown in Table 2 , majority respondents' nationality is Japanese (53.7%), Chinese (16.5%), and Russian (10.6%), Of respondents, 92% traveled to Korea for the first time, and another 18% were here for the second time. Majority of the respondents are going to stay more than 15 days to less than 22 days in Korean (70.4%). A total of 80.9% of respondents' primary purpose of this visit is to receive medical service, while not medical service was 19.1%. About 30.3% of medical tourist wanted to cosmetic/plastic/reconstructive surgery, and 26.1% wanted to dental treatment during their trip in Korea. Almost (96.3%) of respondents made their decision based on word-of-mouth information and 3.7% on their experiences. More than half (53.7%) of the respondents chose medical tourism because of medical costs, and then quality of care service (24.5%).
Variables of the model
The questionnaire utilized 5-point Likert scales to measure the constructs. The data was analyzed by SPSS 23.0 and AMOS 23.0 programs. Structural equation modeling (SEM) was chosen because it provides all the tools necessary to test the hypotheses. • RE2: Everybody knows that the quality of care here is good • CT2: I received quality medical treatment at a reasonable price
• CT3: This medical treatment was good value for money
• CT4: Overall, the medical tourism costs were quite a reasonable Care quality (CQ)
• CQ1: The physicians paid enough attention to my concerns in deciding on a medical procedure Saiprasert [57] • CQ2: The physicians adequately explained my condition, examination results, and medical processes
• CQ3: Setting up the medical procedure appointment was simple and easy
• CQ4: The waiting time for an examination was short at this hospital
• CQ5: Overall, I was satisfied with the medical service Supporting system and/or information (SU)
• SU1: I received full guidance while being treated in this hospital
Al-Maaitah [51]
• SU2: Advanced ICT systems supported medical services in this hospital • RB2: Patient reviews influenced the relationship between me and the hospital
• RB3: A standardized process is needed to foster better relationships
Reliability was tested based on Cronbach's alpha value (Table 3 ). In the reliability test, Cronbach's alpha value of relationship building on post-experience was highest (.945), and supporting system and/or information on current experience was lowest (.736). All of the coefficients of reliability measures for the constructs exceeded the threshold value of .70 for exploratory constructs in basic research [42] .
For validity test, the principal component analysis (PCA; minimizes the sum of squared perpendicular distance to the component axis) and the confirmatory factor analysis (CFA) were used to identify the most meaningful basis and to examine similarities and differences of the data based on Brown's [43] recommendation. Eigen values and percent of variance explained for each construct are shown in Table 3 . The cumulative percentages of explained variance were exceeded 70% for the each constructs on statistics of PCA. The loading values of each factor ranged from .566 (CQ5) to .957 (RB4) as shown in Table 3 .
The results of CFA can provide evidence of the convergent and discriminant validity of theoretical constructs [44] . This measurement model consisted of nine components of reputation, searching information, communication, costs, care quality, supporting system and/or information, relationship building, recommendation, and feedback. The standardized factor loadings and t values for measurement variables, results of CFAs to test the measurement model for all construct using the AMOS 23 program, are presented in Table 3 . The values of standardized regression weight and all variables proposed by the study exceeded .5 and were statistically significant at the .05 level.
The results of goodness of fit test for the measurement model are summarized and shown in Table 4 . Compared to the recommended values for the goodness of fit tests, the values of CFI, RMR, RMSEA, TLI, and χ2/d.f. were satisfactory, while the value of GFI was not. Deepen [44] suggested that GFI is desired to be over 0.9; however, "this must not automatically require the model to be rejected." In our model, the majority of fit indices showed good acceptance measures and only GFI and AGFI were below the required thresholds. • FB2: It is necessary to write a report on how satisfied the patients were with the treatment
• FB3: Hospitals should respond to the negative perceptions of patients To identify whether a single factor does account for the majority of the total variance of all the measurements, common method variance (CMV) was tested. Tehseen et al. [45] suggested Harman's single-factor test and controlling for the effects of an unmeasured latent methods factor by Podsakoff et al. [46] for CMV test. For Harman's single-factor test, an exploratory factor analysis (estimates factors which influence responses on observed variables in the data) employed the unrotated factor to account for the variance in the variables. Nine factors with an eigenvalue greater than one were identified and that the largest factor accounted for 36.404% of the total variance, less than 50% of the total variance is acceptable as per Harman's single factor test. For controlling for the effects of an unmeasured latent methods factor, we added a single common latent factor on measurement model to connect it to all observed variables in the measurement model of the study [46] . As shown in Table 4 , the results indicated that the original measurement was similar to that of the extended model with an inclusion of the common latent factor. It means that common method bias would not be of concern [47] . Table 5 provides the square roots of average variance extracted (AVE) of latent variables, while the off-diagonal elements are correlations between latent variables. Campbell and Fiske [48] suggested that the construct validity is tested by discriminant and convergent validity. For discriminant validity, the square root of the AVE of any latent variable should be greater than the correlation between this particular latent variable and other latent variables [49] . For convergent validity of the measurement model, Fornell and Larcker [50] recommended that AVE measures the level of variance captured by a construct versus the level due to measurement error, values above .7 are considered very good, and the level of .5 is acceptable. The acceptable value of critical ratio (CR) is .7 and above.
Statistics shown in Table 5 satisfied this requirement, leading to discriminant validity. As the values of AVE and CR of reputation, searching information, communication, costs, care quality, supporting system and/or information, relationship building, recommendation, and feedback were all greater than .6 and .8, respectively, thus convergent validity met the threshold. Statistics shown in Table 5 therefore satisfied this requirement, lending evidence to construct validity as discriminant and convergent validity.
Results
This section presents the results of hypotheses testing, including the standardized coefficient of each path in the model. As a result of the goodness of fit test, compared to the recommended values, in this model the values of GFI (.857), CFI (.929), RMSEA (.058), RMR (.068), TLI (.920), and χ 2 /d.f (1.639) were good for fit. In our model, the majority of fit indices showed good acceptance measures and GFI (.857) and RMR (.068) were below the required threshold. Table 6 presents the results of the significance test for the proposed research model as well as the summary of the hypotheses test. For H1-1, H1-2, and H1-3 tests, patients' experience of their decision-making process before care, the standardized path coefficient between reputation and costs related with medical tourism (H1-1), care quality (H1-2), and supporting system and/or information (H1-3) were .030, .112, and .094, respectively. H1-2 was statistically significant at the .05 level, while H1-1 and H1-3 were not significant. Thus, H1-2 (β = .112) was supported, while H1-1 (β = .030) and H1-3 (β = .094) were not supported.
With a well-known hospital for medical tourism, patients seek to ensure a positive experience with quality care by engaging in activities before care to ensure their satisfaction [19] . Thus, before making a final medical tourism decision, patients research the reputation of a particular hospital in advance, ensure that the hospital's communication enables them to achieve what they desire, and locate information through various media. Among the pre-care activities for medical tourism examined in the study, the hospital's reputation was shown to have a positive impact on the quality of care [35, 36] , but not on the costs related with medical tourism or on the supporting system and/or information within a hospital. For H1-4, H1-5, and H1-6 test, the standardized path coefficients between searching information on medical tourism and costs related to medical tourism (H1-4), care quality (H1-5), and supporting system and/or information (H1-6) were .519, .796, and .297, respectively, and statistically significant at the .05 level, supporting H1-4, H1-5, and H1-6.
The results of this study supported previous studies [6, 10, 25] , which found that searching medical tourism has shown a positive impact on costs related with medical tourism, care quality, and supporting system and/or information. This means that researching for information in advance leads to a positive experience while visiting the hospital abroad. New digital devices provide opportunities for searching for accurate information through easy access to technology systems [51, 52] . For H1-7 test, the standardized path coefficient between communication about medical tourism and costs related with medical tourism (H1-7) was .377 and statistically significant at the .001 level, supporting H1-7. For H1-8 and H1-9, the standardized path coefficient between care quality (H1-8) and supporting system and/or information (H1-9) were .108 and .259, respectively, and not statistically significant at the .05 level. The result of H1-7 test was supported, while H1-8 and H1-9 were not supported. From these results, the following can be summarized.
No matter how well-coordinated decisions between a patient and a provider are, what patients expect based on prior experiences does not have a positive impact on care experiences. Some patients did not expect that high-quality care and a good supporting system and information would be provided in advance of the care. When medical tourists have good communication with a potential hospital provider, they positively weigh that communication in making medical tourism decision [53] . Thus, hospitals should honor the medical costs quoted and provide the quality of care and information that were promised in communications, both before and during care.
For H2-1, H2-2 and H2-3 tests, patients' current experience during their trip in Korea, the standardized path coefficient between cost related to medical tourism and relationship building with the hospital (H2-1), recommendation for medical tourism (H2-2), and feedback for the hospital (H2-3) were .147, .423, and .372, respectively, and statistically significant at the .05 level. Thus, H2-1, H2-2, and H2-3 were supported.
For H2-4, H2-5, and H2-6, the standardized path coefficients between care quality and relationship building with the hospital (H2-4), recommendation for medical tourism (H2-5), and feedback for the hospital (H2-6) were .800, .732, and .545, respectively, and statistically significant at the .001 level. Thus, H2-4, H2-5, and H2-6 were supported.
For H2-7 and H2-8 tests, the standardized path coefficient between supporting system and/or information to patients and relationship building with the hospital (H2-7) and recommendation for medical tourism (H2-8) were .589 and .165 respectively, and statistically significant at the .05 level. Thus, H2-7 and H2-8 were supported. For H2-9, the standardized path coefficient between supporting system and/or information to patients and feedback for the hospital (H2-9) was .036, and not statistically significant at the .05 level; thus, H2-9 was not supported.
The results of the study are similar to those of previous studies [36, 54] . Costs related with medical tourism had a positive impact on the relationship building with the hospital, recommendation for medical tourism, and feedback for the hospital. Thus, costs associated with medical tourism are a key factor that supports a thriving medical tourism industry.
Heung et al. [55] suggested that key players in medical tourism as hospitals, medical travel agencies, hotels, and the medical tourists themselves. As with previous studies [36, 54] , the importance of care quality must be acknowledged by service providers because most medical tourists' expectations exceeded their perceptions of the quality of care provided. Therefore, healthcare facilities with medical tourism should be provided high standards of care quality and be permitted to facilitate cross national travel to improve healthcare services.
Based on the result of this study, medical travel facilitators should consider providing supporting systems and/or information to patients as a one-stop service offering integrated knowledge of medical care services and travel [56] . Hospital management could actively focus on achieving better care outcomes if supporting systems and/or information were provided by medical travel facilitators in advance.
Discussion and conclusions
Medical tourism industry has drawn attention from international patients, travel agencies, governments, and the international accreditation sector [1, 4, 5] . Medical tourism can be arranged by the patients themselves by researching and booking on the internet, as well as by medical travel agencies [24, 29] . Therefore, medical tourists have information on the best and most well-known healthcare providers and travel arrangements before embarking on medical tourism (pre-experience), and then the medical tourism experience (current experience) affects whether the tourist will recommend the medical provider to other potential customers (post-experience). Thus, this paper advances the idea that all three stages of a patient's experience affect the medical tourism industry.
In this empirical study, we collected data to examine pre-experiences (e.g., reputation, searching information, and communication), current experiences (e.g., cost, care quality, and supporting system and/or information), and post-experiences (e.g., relationship building, recommendation, and feedback) in the medical tourism industry. The results of this study provide new insights about how key players (e.g., hospitals, medical travel agencies, hotels, and the medical tourists themselves) in medical tourism can effectively help managers identify medical tourists' needs based on medical tourists' decision-making process of pre, current, and post experience of medical tourism. In addition, the study sheds light on the perception of medical tourists on care quality and costs, as well as their future intention to obtain healthcare in the same hospital or country. Patient experience based on their interaction with medical staff and/or coordinators should be given as much importance as accuracy of diagnosis, treatment, and procedures.
The most important service attributes, which are highly attractive to international patients, will help medical travel agencies improve the information provided and develop innovative ideas among key players in medical tourism. As a variety of information retrieval functions grow and digital devices spread [52] , medical tourism will gain a competitive edge by providing medical tourism information. Consumers will also have more opportunities to access information using comparative searches through different media.
Academically and practically, this paper provides several implications. First, developing and expanding a well-developed medical travel procedure based on patients' experiences is a prerequisite for successful medical tourism. Such decision-making process could be measured by integrating three types of customer experience to enhance customer satisfaction. Because many hospitals and travel agencies are striving to develop new protocols using advanced technologies, the proposed model should be easy to access and the reservation process should be simple. For example, a one-stop service system can help with travel arrangements, arrange airport pick up and local transportation, hotel recommendations, ancillary services at the hospital, scheduling tours to selected destinations, coordinating with insurance companies, and assisting with other paper work. To build an effective medical travel process for patients, healthcare facilities and travel facilitators must fulfill their promises. In other words, the promised services and costs should be provided without fail. For example, policymakers should ensure that the standard model of medical tourism include internationally accepted standardized care processes and insurance. The qualification criteria for medical tourism agents/brokers should be developed and enforced globally. Since customers from various countries visit a hospital, to overcome barriers to global medical tourism, the use of standardized communication devices should be available for customer convenience.
This study has several limitations that should be considered when interpreting its findings, and future studies should also consider these limitations. First, the study assumed that hospitals visited by medical tourists have the same medical environments. Second, to collect data, we did not consider personal experiences and preferences for researching information. Third, data was collected from medical tourists in Korean hospitals located in Busan, South Korea, without considering the number of beds in the hospitals. Thus, the generalizability of this study's results may be limited. There are several potential future research opportunities considering these limitations. For example, as there are many different hospital sizes, a comparative study of small and large hospitals in terms of care quality and costs might yield interesting results. In addition, there are many different data characteristics based on the type of patients, disease conditions, and demographic characteristics (e.g., personal experience researching information with different media used, personal income, gender, etc.) that could be studied.
